1987 Annual Index of Articles 


Based on the 
Million Dollar Round Table 


Information Retrieval Index 


100 Accident and Health Insurance 
(Individual) 


Don’t Forget Disability Buy-out 
Eusebio, January 


COBRA Questions and Answers 
Brodeur, February 


Eusebio, February 
Eusebio, March 
Business Overhead Expense Insurance 
Martin, April 
Somebody is Selling Disability Income 
to YOUR Clients! Eusebio, April 
Competing with Income Replacement 
Policies Eusebio, May 


Seven Deadly Sins 
Is the Goose Insured? 


Forget the “Horror Stories” 
Loridon, May 


HMOs-—the real revolution is how 
insurance will be sold Ware, May 


Four Points for Better Prospecting 
Eusebio, June 


Selling Partially Self-Funded Health Plans 
Rushing, June 


Developing a Marketing Plan 
Fleischer, July 


Ideas That Work For Me Shoub, July 


If You're Looking for a Gold Mine . . . 
Basilo, July 


Individual Major Med Plans versus One- 
Person Group Plans Lenk, July 


My Approach to D.I. Sales Siegel, July 


Where and How I Sell Disability 
Insurance Luchinsky, July 


Business Overhead Expense: Are you 
missing some easy sales? 

Eusebio, September 
Clearing Up Some Confusing DI 
Terminology Eusebio, October 
Why and How to Sell Cancer Insurance 

Gourley, October 

Sell the Concept of Disability 

Eusebio, November 


Crisis! Long-term Nursing Care (Part One) 
Ballew, December 
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Not the Usual Insurance Story 
Eusebio, December 


500 Agency 


How to Deal with Your Agency's Abrasive 
Troublemaker McGinnis, December 


700 Annuities 


1987 Non-Qualified Annuity Tax 
Strategies Ware, February 


1400 Business Insurance 
(Not Employee Benefits) 


Getting Into Business Insurance 
Radosh, May 


Selling to Small Business Owners 
Garcia, August 


1450 Buy-Sell 
Don’t Forget Disability Buy-out 
Eusebio, January 


Business Planning Ideas for Shareholders 
Wight, November 


1600 Charity (Foundations, Gifts, 
Bequests) 


Charity with Flexibility Parry, June 


1900 Competition 

How to Compare Variable Universal Life 

Policies Johnson, March 

Taking a Stand Against Replacement Artists 
Brink, March 

Competing with Income Replacement Policies 
Eusebio, May 


Dewey, September 
Is Price the Ultimate Sales Tool? 
Lightfoot, November 


Prepaying Premiums 


2000 Computers 

Computers can help you prospect! 
Mahklstedt, May 

2100 Corporations 


Incorporation of the Family Business 
After Tax Reform Ware, January 


2250 Economics 
Adjustable Rate Mortgage (ARM), The 

Meyer, February 
Excessive Debt: An ambush on the road 
to success Meyer, March 
Debt and the Magic Plastic 

Meyer, August 

Some Questions and Answers on Home 
Equity Loans Meyer, September 


2400 Employee Benefits and 
Executive Compensation 


Retirement Planning Opportunities 
Leland, February 
Filling Group Term Gaps with Payroll UL 
Erickson, June 


Getting Into Payroll Deduction: How-to 
and Why Hamilton, Williams, June 


Franchise Disability Income: A Perfect 
Solution (Part One) kusebio, July 


Franchise Disability Income: A Perfect 
Solution (Conclusion) Eusebio, August 


IRS Code Sections That Relate to Fringe 
Benefits DeGroff, November 


There's a Gold Mine in Small Businesses 
Tarr, November 


Variable Universal Life: An Answer to Salary 
Continuation Problems Johnson, November 


2500 Estate Planning 
It's Time for Estate Planning Reviews 
Magner, January 


Seek Competency: The First Step to Larger 
Cases Wells, August 


Funded Revocable Living Trusts and Life 
Insurance (Conciusion) Ware, November 


Planning Ideas for the Wholly-Owned 
Business DesMarais, November 


2700 Financed Life Insurance 


Coping with the Minimum Deposit Dilemma 
Parry, January 

“Rescuing” Minimum Deposit Policies 
Wright, September 


Readers’ Comments on the “Minimum 


Deposit Dilemma” Ballew, October 
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2900 General Insurance 


The High Cost of Misstatements 
Cal-Surance Group, August 


Cash In On Cross Marketing 
Borellis, December 
3000 Gifts 
Saving for College Under TRA86 
Philbin, January 
3200 Government Benefits 
Prospecting for Medicare Supplement Sales 
Cole, July 
Crisis! Long-term Nursing Care 
Ballew, December 
3250 Government Regulations 
The SPWL Shelter: Is it too good to last? 
Ballew, May 
3300 Group Insurance 


COBRA Questions and Answers 
Brodeur, February 


Selling Partially Self-Funded Health Plans 
Rushing, June 


Franchise Disability Income: A Perfect 
Solution (Part One) Eusebio, July 


Individual Major Med Plans versus One- 
Person Group Plans Lenk, July 


Franchise Disability Income: A Perfect 
Solution (Conclusion) Eusebio, August 


Is Price the Ultimate Sales Tool? 

Lightfoot, November 
3490 Individual Retirement Account 

(IRA) 

New Problem, New Sales Opportunities (The 
IRA market) Parrish, March 
3700 Internal Revenue 
IRS Code Sections That Relate to Fringe 
Benefits DeGroff, November 
3900 Interview Techniques 


Shields, February 


Closing the Sale Without Closing 
Billue, March 


Business Overhead Expense Insurance 


Closing the Sale 


Martin, April 
Selling is a “Hurt and Rescue” Business 
Ley, June 
Logic is Out, Motivation is In! 
Ley, August 
Closing Is Easy When They Want the Product 
Ley, September 
Keep Your Eye On the Ball 
September 


Making Appointments by Phone 
McArdle, October 
Ocechshi, October 
Approaching: Get the Prospect’s Attention-- 
Immediately! Ley, November 
Sell the Concept of Disability 
Eusebio, November 
Finding the Prospect’s Needs and Wants 
Ley, December 


Responsive Selling 
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4200 Juvenile Insurance 


A Stocking Stuffer (that may open doors to 
estate planning) Restalrig-Logan, November 


4300 Key Person 


Calculating the Key Person’s Replacement 
Value Van Dusen, December 


4400 Life Insurance 


Simple Concepts That Sell SPWL 
Lineberger, September 


4450 Life Insurance— 
Special Contracts 
Good Prospects for Universal and Single 
Premium Life Restalrig-Logan, March 
How to Compare Variable Universal Life 
Policies Johnson, March 
Universal Life: A Continuing Success Story 
March 
Single Premium Life Insurance 
Ware, April 
Charity with Flexibility Parry, June 
Filling Group Term Gaps with Payroll UL 
Erickson, June 


Variable Universal Life: An Answer to Salary 
Continuation Problems Johnson, November 


4900 Mortgage/Rent Insurance 


Mortgage Acceleration Plan Sales Track, The 
Wilson, July 


5000 Motivation/Inspiration/ 
Power Phrases 
“Success Through Adequacy” 
Trisler, January 
“The Ten Minute Solution”: How to Develop 
the Power of Self-Motivation 
Ocechsli, January 
Five Areas of Career Development 
Shields, January 
Stop “Time Crime” in 1987 
Meyer, January 
“The Ten Minute Solution”: How to Develop 
the Power of Self-Motivation (Conclusion) 
Ocechsh, February 
Bringing Out the Best in People 
McGinnis, March 
Excessive Debt: An ambush on the road to 
success Meyer, March 
Comments from the All Stars 
Schneiger, Martin, Ebersole, Varas, Offord, 
Collier, April 
Commitment to Service Garner, April 
Looking Back—and Looking |*orward 
Beaton, April 
You can improve your game pian! 
Mersberger, April 
TACT: A Forgotten “Touch cf Class” 


Meyer, May 
Keeping the Wheels On Trisler, June 
A Return to Selling Needs Ballew, July 


Develop Your Own Style of Selling 
O'Donnell, August 


You CAN Make It Happen! 
Sinclair, August 


Family Reviews and Family Referrals 
Bortell, September 
Success in the Family Market 
Beane, Furman, Goodman, Harris, September 
Approaching: Get the Prospect’s Attention— 
Immediately! Ley, November 
Law of Large Numbers, The 
Nelson, November 
Your Secret Power Source: Self-motivation! 
Meyer, November 
Attitude and Goal Planning 
Wheeler, December 


How to Set Income Goals and Reach Them 
McArdle, December 


Not the Usual Insurance Story 
Eusebio, December 


One Succeeds or Fails By the Day! 
Meyer, December 


5300 Partnerships 


Business Planning Ideas for Shareholders 
Wight, November 


5400 Pensions 
Overview of Pension Changes 
Higgins, February 
Qualified Pension and Profit Sharing Plans 
Barrow, May 


New Sales Opportunities with Simplified 
Employee Pension Plans Rutt, June 


5550 Persistency 


Taking a Stand Against Replacement Artists 
Brink, March 


5600 Personal and Office 
Efficiency 
“Success Through Adequacy” 
Trisler, January 
Stop “Time Crime” in 1987 
Meyer, January 
Prospecting With a Purpose 
Etherington, February 
Seven Deadly Sins Eusebio, February 
The “Pension Trap” Package Sale 
Archer, February 


Understanding Your Clients’ Survivors: 
Psychological Aspects of Death and Grief 
(Part Two) Plotnick, Leimberg, February 


Another Tax Trap Van Dusen, March 


Good Prospects for Universal and Single 
Premium Life Restalrig-Logan, March 


Eusebio, March 


Universal Life: A Continuing Success Story 
March 


Is the Goose Insured? 


A System for Effective Selling 
Cerf, April 
Focusing on One-Parent Sales 
DePung, April 
Life Sales from Property/Casualty Clients 
Conrad, April 
Vaniel, April 
Tax Reform: Sales Tips and a Dilemma 
Ballew, April 
Computers can help you prospect! 
Mahlstedt, May 


Seven Steps to Sales 
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Getting Into Business Insurance 


Radosh, May 

Prospecting in the Young Adult Market 
Dyer, May 
Stop selling policies! Bortell, May 


Time Planning and Organizing 
McArdle, May 
Toward Effective Time Management 
Ragan, May 
Getting Into Payroll Deduction: How-to 
and Why Hamilton, Williams, June 
New Sales Opportunities with Simplified 
Employee Pension Plans Rutt, June 
Who's in charge on YOUR debit? 
Martin, June 
Developing a Marketing Plan 
Fleischer, July 
Ideas That Work For Me Shoub, July 
If You're Looking for a Gold Mine . . . 
Basilo, July 
Mortgage Acceleration Plan Sales Track, The 
Wilson, July 
Siegel, July 
Prospecting for Medicare Supplement Sales 
Cole, July 
Where and How I Sell Disability Insurance 
Luchinsky, July 
Develop Your Gwn Style of Selling 
O'Donnell, August 
Seek Competency: The First Step to Larger 
Cases Wells, August 
Selling to Small Business Owners 
Garcia, August 
The High Cost of Misstatements 
Cal-Surance Group, August 
You CAN Make It Happen! 
Sinclair, August 
Keep Your Eye On the Ball September 


Dewey, September 
Prospecting and Sales Tips 
Ballew, September 

Simple Concepts That Sell SPWL 

Lineberger, September 
Success in the Family Market 
Beane, Furman, Goodman, Harris, September 
Making Appointments by Phone 
McArdle, October 


Obtaining Quality Clients Through 
Professional Centers of Influence 
Smarg, October 


Ley, October 


My Approach to D.I. Sales 


Prepaying Premiums 


Prospecting 
Prospecting and Direct Mail 
Sterne, October 
Why and How to Sell Cancer Insurance 
Gourley, October 
A Stocking Stuffer (that may open doors to 
estate planning) 
Restalrig-Logan, November 
Some Prospecting Ideas That Work 
Ballew, November 
There’s a Gold Mine in Small Businesses 
Tarr, November 
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Attitude and Goal Planning 
Wheeler, December 


Cash In On Cross Marketing 
Borellis, December 
Finding the Prospect’s Needs and Wants 
Ley, December 
How to Deal with Your Agency's Abrasive 
Troublemaker McGinnis, December 
How to Set Income Goals—And Reach Them 
McArdle, December 
Insurance Sales in the Changing Markets 
Letscher, December 
Life Insurance Legislative and Tax Report 
Ware, December 
One Succeeds or Fails By the Day! 
Meyer, December 
Selling in an Ethnic Market 
Teshirogi, December 
6000 Prospecting 
Prospecting With a Purpose 
Etherington, February 
Timely Prospecting and Sales Tips 
Ballew, March 
Prospectors Will Survive! 
Wamberg, April 
Developing a Paper Anniversary Market 
Meyer, June 
Four Points for Better Prospecting 
Kusebio, June 
Family Reviews and Family Referrals 
Bortell, September 
A Technique for Getting Referred Leads 
Meyer, October 
Are you calling on Hot Prospects or Cold 
Names? Abraham, October 


Obtaining Quality Clients Through 
Professional Centers of Influence 
Smarg, October 


Prospecting and Direct Mail 
Sterne, October 
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‘*Throgmorton, you’re always bright and cheery 


at these sessions—just what are you up to?” 








Some Prospecting Ideas ‘That Work 
Ballew, November 
Insurance Sales in the Changing Markets 
Letscher, December 
Selling in an Ethnic Market 
Teshirogi, December 
Start Selling to 50% of the Population! 
Burrows, Roell, December 
6400 Retirement Planning 
The “Pension Trap” Package Sale 
Archer, February 
Two Ideas That Create and Conserve Money 
Allison, August 
6700 Sole Proprietorship 
Planning Ideas for the Wholly-Owned 


Business DesMarais, November 


6800 Split Dollar 


Reverse Split Dollar Primer 
Ware, March 
7000 Subchapter S Election 
Sub:! apter S and Minimum Deposit 
Ware, June 


7400 Taxes 
Coping with the Minimum Deposit Dilemma 
Parry, January 


Incorporation of the Family Business After 
Tax Reform Ware, January 


It's Time for Estate Planning Reviews 
Magner, January 


Life Underwriters and The Tax Reform Act 
Ballew, January 
1987 Non-Qualified Annuity Tax Strategies 
Ware, February 

IRS Inconsistency on Annuity Rulings 
Insurance Newsletter, February 


Life Underwriters and The Tax Reform Act 
(Part 2) Ballew, February 


Overview of Pension Changes 
Higgins, February 


Retirement Planning Opportunities 
Leland, February 


Van Dusen, March 


New Problem, New Sales Opportunities 
(The IRA market) Parrish, March 


Reverse Split Dollar Primer 


Another Tax Trap 


Ware, March 
Single Premium Life Insurance 
Ware, April 
Tax Reform: Sales Tips and a Dilemma 
Ballew, April 
Qualified Pension and Profit Sharing Plans 
Barrow, May 
Subchapter S and Minimum Deposit 
Ware, June 
Wrap-Up on Tax Reform Ballew, June 
The Cancellable Irrevocable Life Insurance 
Trust Ware, July 


(continued on next page) 
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Cancellable Irrevocable Life Insurance Trust 
(Conclusion), The Ware, August 


Two Ideas That Create and Conserve Money 
Allison, August 

“Rescuing” Minimum Deposit Policies 
Wright, September 

Readers’ Comments on the “Minimum 
Deposit Dilemma” Ballew, October 


Life Insurance Legislative and Tax Report 
Ware, December 


7500 Tax Shelters 

The SPWL Shelter: Is it too good to last? 
Ballew, May 

7850 Total Needs Selling 

Offering Full Financial Services: How 

successful is the concept? Brown, April 


8000 Trusts 
The Cancellable Irrevocable Life Insurance 
Trust Ware, July 


Cancellable Irrevocable Life Insurance Trust 
(Conclusion), The Ware, August 


Funded Revocable Living Trusts and Life 
Insurance (Part One) Ware, September 


Funded Revocable Living Trusts and Life 
Insurance (Part Two) Ware, October 


Funded Revocable Living Trusts and Life 
Insurance (conclusion) Ware, November 
8100 Underwriting 
Forget the “Horror Stories” 

Loridon, May 
8300 Valuation 
Calculating the Key Person’s Replacement 
Value Van Dusen, December 
8450 Widows/Widowers 


Understanding Your Clients’ Survivors: 
Psychological Aspects of Death and Grief, 
(Part One) Plotnick, Leimberg, January 


Understanding Your Clients’ Survivors: 
Psychological Aspects of Death and Grief 
(Part Two) Plotnick, Leimberg, February 
8500 Wills 
Changing or Revoking a Will 
Meyer, July 

8600 Women 
Start Selling to 50% of the Population! 

Burrows, Roell, December 
Items not listed by 
Information Retrieval System 
All Star Acronyms 
All Star Honor Roll 


Ranking of Life Insurance Companies 
August 


April 
April 


Ranking of Fraternal Societies 
September 
1986 Health Insurance Statistics 


October 
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“What’s In It For Me?” 
(Continued from page 40) 





Unfortunately, the feedback from the 
rest of the world is not very consistent; 
we get mixed signals from society, from 
our peers, and from our loved ones. The 
bellhop snubs us just after we were com- 
plimented by someone we admire in busi- 
ness. A business associate compliments us 
on a new suit and our spouse tells us it 
looks terrible. Mixed signals from others 
keep us insecure; it can be emotionally dis- 
turbing so we have to resolve it. 

e The ME I project. (Ideal Other) The 
self-image we project is the solution to the 
mixed signals from others. It is 2 com- 
promise between what we think others 
think of us (Real Others) and what we see 
as our true potential (Ideal Self). It is all 
that traffic will bear. We are telling others 
how they should respect and treat us. 

This projected self-image generates a 
status and we define our status with sta- 
tus symbols: the clothes we wear, the 
words we use, the company we keep, the 
car we drive, the home we live in, its ad- 
dress, the club we belong to, etc. 


The “Me I Project” is the key to a 
prospect’s inner being. When you recog- 
nize their projected self-image, they will 
love you—and they will buy from you. Ig- 
nore or rub it the wrong way and they will 
hate you. Some prospects are even preoc- 
cupied until their self-image is recognized 
and stroked; the marlin on the wall, the 
luxury car in the driveway, the medallion 
from an exclusive club, etc. 

The key to all human behavior—which 
includes buying insurance—is feeling a lit- 
tle bit better about ourseives. Everything 
nets back to that satisfaction. We have an 
ego which can never be stroked too often. 
Unfortunately for most of us, we have to 
do most of the stroking ourselves. 


If our peers or loved ones won’t like it, 
we don’t do it. Most product buying is for 
things others will admire us for. The 
products are status symbols that help us 
define what we are. 


In selling life and health insurance, the 
salesperson must assure the prospect that 
others will admire them for their finan- 
cial decisions, because those decisions in- 
volve the purchase of “intangibles” that 
cannot be readily seen. “Your family will 
appreciate you for having provided them 
with financial security and peace of mind.” 
“At retirement, your friends will envy 
you for your financial freedom and your 
wisdom to plan ahead.” 

NEXT MONTE: The conclusion of this 
series of articles will focus on the fourth 
“P” in closing sales, Priority, which in- 
cludes handling sincere objections as well 
as stalls. 
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INSURANCE SALES 
**Congratulations on last year’s overall produc- 
tion improvement—that’s a small o, small p, and 
small i.” 
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